Module: Entrepreneurship BMIH5001
Business Plan for: Play Paws Haven
	Lecturer:
	Neil Dyer

	Date
	02.03.2024

	Team members:
	Constantin Macaran (2008329)

Mirela Mihaela Motohoi (2206811)

Sezen Mustanova (2210266)

Oana Elena Bejinariu (2216013)

Andreea-Cristina Mirica (2211629)




Business plan contents
Executive Summary…………………………………………………………………………………………………………….3
1 Executive summary
3
2 Business details
4
3 Key personnel
5
Vision
6
4 The business idea
6
5 Business goals
6
6 What the business does
7
7 What makes the business different
7
8 Legal requirements
7
Marketing
8
9 Market research
8
10 Profiling customers
8
11 Profiling competitors
9
12 Managing market risks
9
13 Pricing
9
14 Promotion and advertising
10
Running the business
11
1115 Staff


1116 Premises


1117 Suppliers


1218 Equipment


1219 Managing operational risks


13Finance


1320 Start-up costs


1521 Profit and loss forecast


1622 Sourcing finance


1623 Managing financial risks


1724 Cash flow forecast





	
	

	
	1 Executive summary (We suggest you complete this section after you have completed the other sections of the Business Plan).
Play Paws Haven is a pet daycare centre. The vision of this business is to provide safety and growth opportunities to pets. The one-year goal of Play Paws Haven is to develop a strong reputation for providing excellent pet care services. The 3-5-year goal of Play Paws Haven is to develop an excellent destination for pet owners. The products and services provided by Haven include Pet care services, Overnight accommodation, Pet grooming products and services, Employee training, and Pet transport services. The pet care centre Haven provides personalized care services as they have highly trained staff that ensure pet safety. The major aim of Haven is to make the health of pets a priority therefore they have introduced physical and mental health well-being activities. The Haven should aim to obtain all important licenses and implement safety protocols. The Haven is regularly updating and reviewing all the policies and procedures. The Haven has also increased its focus on the health and wellness of pets by initiating natural pet services. The key business partners are technological enthusiasts, small business partners, Health service providers, and Training institutes. The understanding develops from extended market research through surveys, interviews, and market analysis. Our Haven provides unique services that are not available to our competitors. Customers find our products of very high quality which helps us to develop a strong brand image. The staff of Haven consists of a Pet attendant, Certified pet trainer, vet, and Grooming provider.

	

	
	
	

	
	
	

	
	
	

	
	
	

	


	
	

	
	2 Business details

Company name:

Play Paws Haven


	

	
	Address:

34UV , Street 2, Deansgate, Manchester
	

	
	Primary contact method
Telephones, emails, social media platforms
	

	
	
	

	
	The business will: (Provide a brief description of what your business will do)
Play Paws Haven is an amazing example of kindness and creativity in the pet daycare business. They provide dogs with the safest and most educational chances possible. The main goal of Play Paws Haven is to be more than just a daycare. In order to help dogs grow and stay healthy, the organization sees itself as a safe place for them. Play Paws Haven has big plans for its first year: it wants to become the best place for great pet care. We want to give great, personalized care that goes above and beyond what pet owners expect, going above and beyond to meet dogs' basic needs. Play Paws Haven's long-term goal is to become known as the best pet care centre in the world by building a strong name for stability and safety.

In the next three to five years, Play Paws Haven wants to be the place where pet parents go all over the world. This vision for the future includes thorough training programs for staff, safe overnight housing, high-quality pet cleaning supplies and services, advanced pet care services, and easy ways to move pets Putting our pets' happiness and health first is an important part of Paws on Play at Haven. Pet workers, doctors, qualified pet trainers, and groomers are just a few of the highly skilled professionals who work at the centre and care about the health and happiness of every animal that comes in. Another sign of this dedication is the use of programs that take care of both the mental and physical health of dogs at the same time, making sure that their growth is seen as a whole. As part of its proactive effort to provide the best care and safety standards, Play Paws Haven has made sure it has all the necessary licenses and put in place strict safety measures. The center is always looking for ways to improve its rules and processes so that it can meet the changing needs of both dogs and their owners. The fact that Play Paws Haven uses natural pet services is another sign of its commitment to animal care.

It would not have been possible for Play Paws Haven to succeed without the help of like-minded people and groups in the education, small business, healthcare, and technology fields. The centre can offer cutting-edge services and use cutting-edge methods because of these partnerships Play Paws Haven's careful approach to market research, which includes polls, interviews, and in-depth market analysis, shows how dedicated the company is to doing a great job. Because Play Paws Haven knows so much about the business, they can offer services that you can't get anywhere else. Consequently, this makes customers feel better about the brand and their belief that it is of higher quality. Play Paws Haven is more than just a school for dogs and their owners. It's a real safe place for them. Around here, dogs are liked, looked for, and given the chance to do well.

.


	

	


	
	
	
	
	
	

	
	3 Key personnel

Details of owner(s):
Name:      
	

	
	Position/main responsibilities:      
	

	
	Experience and knowledge of our industry: 5 years in operational roles within the tech industry, focusing on efficiency and scalability.
Previous employment: Operations Analyst at FastTech; Project Manager at EfficientTech.
	

	
	
	

	
	Key skills brought to the business: Strong project management skills, expertise in operational efficiency, process improvement, and team leadership.
	

	
	Business experience and any training undertaken: Project Management Professional (PMP) certification, Lean Six Sigma Green Belt.
	

	
	Academic/professional qualifications: BSc in Business Administration, PMP certified.
	

	
	Salary expectations £: 60,000
	

	
	Salary expectations £ 12000
	

	
	Name:      
	

	
	Position/main responsibilities: Marketing Director
	

	
	Experience and knowledge of our industry: 8 years in digital marketing within the tech sector, with a strong background in startup branding and growth hacking.
	

	
	Previous employment: Marketing Manager at StartUpHub; Digital Marketing Specialist at InnovateFast.
	

	
	Key skills brought to the business: Expertise in digital marketing strategies, SEO, SEM, content marketing, and social media outreach.
	

	
	Business experience and any training undertaken: Completed a professional diploma in digital marketing, various workshops on SEO and content strategy.
	

	
	Academic/professional qualifications: BA in Marketing, Professional Diploma in Digital Marketing.
	

	
	Salary expectations £: 70,000
	

	
	

	
	Position/main responsibilities: Chief Technology Officer (CTO)

	
	Experience and knowledge of our industry: 10 years in software development and technology leadership, with a focus on cloud computing and SaaS products.

	
	Previous employment: Senior Software Engineer at TechInnovate; Lead Developer at CloudSolutions.

	
	Key skills brought to the business: Leadership in technology, expertise in software development lifecycle, cloud architecture, and agile methodologies.

	
	Business experience and any training undertaken: Leadership training, Agile and Scrum certification, Cloud architecture courses.

	
	Academic/professional qualifications: MSc in Computer Science, Certified Cloud Practitioner.

	
	Salary expectations £: 90,000

	
	

	
	Name:      

	
	Position/main responsibilities: Chief Financial Officer (CFO)

	
	Experience and knowledge of our industry: Over 12 years of experience in financial management within the renewable energy sector. Expertise in investment strategies, funding, and budget management for green projects.

	
	Previous employment: Finance Director at GreenTech Solutions; Senior Accountant at Solar Innovations Inc.

	
	Key skills brought to the business: Strategic financial planning, risk management, securing investments, and budget optimization for renewable energy projects.

	
	Business experience and any training undertaken: MBA with a specialization in Finance, various courses in renewable energy finance and sustainability reporting.

	
	Academic/professional qualifications: MBA in Finance, Certified Public Accountant (CPA).

	
	Salary expectations £: 100,000
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	4 The business idea
	

	
	Business idea 

Play Paws Haven is a pet daycare canter the vision of this business is to provide safety and growth opportunities to pets. The Haven provides a community-driven place for pets and develops a culture of respect and harmony towards all living beings. The Haven provides various advanced services by having partnerships and arranging engaging activities (Brouwer et al., 2019).


	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	5 Business goals
	

	
	
	

	
	1. What do you want to achieve in your first year of business?
The one-year goal of Play Paws Haven is to develop a strong reputation for providing excellent pet care services. During 1 year time, the Haven will be providing personalized services to all the pets so that pets get familiarized with the staff and develop a loyal customer base. These factors are important for the long-term growth and success of business in the pet daycare industry (Morrison, 2022).

	

	
	
	

	
	1. Where do you see your business in 3-5 years’ time?

The 3-5-year goal of Play Paws Haven is to develop an excellent destination for pet owners. Klofsten’s business model helps Haven to expand its operation as it provides grooming, employee training, and personalized care services. Marketing and partnerships also help in the expansion of business technological innovation allowing our business to generate more profit and for sustainable growth. 


	

	
	
	

	
	
	

	
	

	
	
	

	
	6 What the business does


	

	
	Product/Service 

Feature 

Benefit

Pet care services 

Safe and well-monitored services

Increase mental and socializing opportunities

Overnight accommodation

Comfortable accommodating services 

Owners are relaxed and can perform their tasks easily 

Pet grooming products and services 

Bathing, grooming, and cleaning of pets

Maintain pet’s hygiene and lower health concerns

Employee training

Providing specialized training

Staff can provide the best care services to pets

Pet transport services

Provide home pick-and-drop services

Owners are relaxed and they do not have to visit again and again

(Laptook et al., 2017)

	

	
	
	

	
	7 What makes the business different (Value Proposition)
Your product/service is unique or different compared with the competition because:
	

	
	Play Paws Haven has a specialized position due to the values proposition of the Haven. Compared to other pet care centers Haven provides personalized care services as they have highly trained staff that ensure pet safety. The major aim of Haven is to make the health of pets a priority therefore they have introduced physical and mental health well-being activities. 


	

	
	
	


	
	
	

	
	8 Legal requirements (including regulations and licences particular to your business)
The legal and insurance requirements that apply in your business are:

The legal requirement of Play Paws Haven is to obtain a license for the business operations. The Haven should also follow all the regulatory laws of the city and country. There should be compliance with hospitality regulations. The Haven should prepare contracts that should include all the services of the company. The Haven aims to meet all the legal requirements by effective compliance with legal regulations. The Haven should aim to obtain all important licenses and implement safety protocols. The Haven is regularly updating and reviewing all the policies and procedures (Lee, 2016). 


	

	
	
	

	
	
	


Marketing

	
	
	

	
	9 Market research
	

	
	Trends in your chosen market are

Pet care trends include high services like effective grooming services luxury boarding and starting employee training. The Haven has also increased its focus on the health and wellness of pets by initiating natural pet services. 

How you know this:

I get to know about these trends through industrial reports and market research. I get information through publications on pet care centers, by attending workshops and conferences. These provide valuable information about customer preferences in pet care services (Janke et al., 2019). 


	

	
	
	

	
	10 Profiling customers

The customer groups you will be selling to

· Technological enthusiasts; are tech-savvy individuals who implement innovative technology. These individuals invest in modern technologies and provide unique services

· Small business partners: these partners provide cost-effective solutions and increase productivity.

· Health service providers: they are focused on the physical and mental health and well-being of the pets and staff.

· Training institutes: training centers are providing effective training to the staff of Play Paws Haven that increases their learning outcomes (Pires, 2020).

Your customer research has shown what your customers want is

Pet owners and customers need solutions to their pet needs. The wanted pets are provided with the best services using the best technology, health tracking systems, and staff training. These customers value their services and increase satisfaction (Cornish et al., 2017). 

How you know this:

The understanding develops from extended market research through surveys, interviews, and market analysis. It also includes customer behavior and industry trends. 


	

	
	Number of customers you expect to win in each group and what they might pay:

Group

Number of customers

Prices

Technological enthusiasts

400

£ 700 per customer

Small business partners

500

£  3000 per customer

Health service providers

300

£ 250 per customer

Training institutes

50

£ 10,000 per customer


	

	
	
	


	
	
	

	
	11 Profiling competitors


	

	
	Competitors

Strengths

Weaknesses

Technology providers 

Strong brand image and high customer satisfaction

High prices and less flexibility

Business service providers

Efficient solution to business and customer services 

Fewer specializations

Health providers 

Using effective health and safety products 

Less integration with other departments

Customer service providers 

Strong customer satisfaction, customer-friendly services

Market challenges

How you can improve on their offer and/or price(s) unique offerings:
	

	
	
	

	
	
	

	
	13 Pricing
	

	
	How you can calculate your prices
· Costs include labor, material, and production.

· Analyze customer pay demand

· Do market research for competitor prices

· Determine product value

· Ensure services bring profit


	

	
	
	


	
	
	

	
	How your prices compare with the competition:
	

	
	Product/service

Your price(s)

Range of competitor prices (per unit)

Pet care services 

£ 5000

£ 6000

Overnight accommodation

£ 5000

£ 4000

Pet grooming products and services 

£ 6000

£ 6000

Employee training

£ 3,500

£ 3000

Pet transport services

£ 4000

£ 5000


	

	
	Reasons for the difference between your price(s) and your competitors’ price(s):

Our Haven provides unique services that are not available to our competitors. Customers find our products of very high quality which helps us to develop a strong brand image. Our services are of low cost which attract more customers (Foroudi et al., 2018).


	

	
	
	


	
	
	

	
	14 Promotion and advertising

How and where will you promote your product/service?
	

	
	Play Paws Haven uses various marketing and advertising platforms like social media, digital media, traditional advertising, and referral programs.
	

	
	Play Paws Haven uses various marketing and advertising platforms like social media, digital media, traditional advertising, and referral programs.


	

	
	
	


Running the business

	
	
	

	
	15 Staff


	

	
	Role

Total cost

Necessary experience

Specialist skills and/or qualifications

Pet attendant 

£ 5-10 per hour 
Experience to work with pet

Knowledge about pet behavior
Certified pet trainer

£ 45, 000 per year
Certification from training program

Conduct training sessions

Grooming provider

£ 35,000 per year
Training from grooming school

Knowledge of pet grooming

Vet 

£ 45,000 per year
Degree in vet 

Able to handle animals


	

	
	(Widmar et al., 2020)
16 Premises

Cost £

Premises required at start-up: 

£ 75,000

Premises required in the future (if different): 

£ 150,000


	

	
	17 Suppliers

Your key suppliers and their credit terms

(McDonald et al., 2022)
Supplier

What you’ll buy from them

Number of days’ credit

Food supplier

Variety of food

1 month

Groom products supplier

Shampoo, conditioners and other tools

15 days

Vet supplier

Medicines, vaccines and medical tools 

30 days

Cleaning services providers

Cleaners and disinfectant providers

30 days

Pet accessories

Toys, collars and other accessories

45 days


	

	
	
	

	
	
	


	
	
	

	
	18 Equipment
	

	
	Play Paws Haven needs a lot of different kinds of tools to keep its pet daycare running smoothly. Accessories like collars and toys, as well as cleaning tools to keep the space clean and free of clutter, are important for a pet room. For drop-offs and pick-ups at homes, the centre also needs cars that are designed to move dogs. There should be grooming tables, and everything needed to bathe and dry cats in the grooming area. During the training part, it needs teaching tools and visual guides. To run its business, Play Paws Haven uses state-of-the-art tools and technology. The people at Paws Haven spent a lot of money on high-tech tools to make sure that the dogs' health was always being checked. By always going above and beyond what customers expected, the company reached its goal of being the best pet care canter. We are very proud at Play Paws Haven to use the most up-to-date technology and hire kind people who go above and beyond their jobs to make sure our pet friends are safe and healthy. 

Resource

When

How funded

Funded Cost £ per unit

Collar

Pet room 

Play Paws Haven

£ 500

Toys

Pet room

Play Paws Haven

£ 300

Cleaning Tools

Pet rool

Play Paws Haven

£ 200

The inspired group saw that their generosity and kindness knew no limits in this area and set out to build a safe haven where all animals, of any species, could thrive. No matter how long they stay with us, we promise that your pet will go home happy, healthy, and sure of itself.


	

	
	
	

	
	
	

	
	19 Managing operational risks

By analysing the precautionary measures and risks there are that could happen during activities and take steps to lower them. A customer-oriented approach is based on giving great customer service, making sure customers are happy, staying ahead of the competition, and maybe even cutting costs. To keep up with the risks of technological progress, you need to keep an eye on market trends and use new ideas without changing important parts of your offer structures (Gregório et al., 2016). Employees can stay out of expensive legal trouble if they follow laws as "active" players along with rules and regulations. Giving people a choice of cheap options is one way to lower the chance that they will pay too little. Play with the paws. As the market for pet daycare expands, Haven plans to profit from it by encouraging new ideas that help customers and strictly following management rules. They do this because they want their ideals to come true. Companies that change their methods and procedures on a regular basis may be better at managing risk and being resilient.

Risk

Solutions

Staff

Recruitment backup plans

Supplies

Diversify suppliers for critical items


	

	
	
	


Finance 
Please double click in the table below to access the embedded Microsoft Excel sheets to input your figures, Microsoft Excel will automatically update the total for you. If you do not have access to Microsoft Excel you can use the link below this table and save the file onto your PC. You can then use Open Source Software such as Google Docs or OpenOffice to access the information by uploading the file into this software. Please note that all tables can be customised and additional rows and categories can be added.



	
	
	

	
	20 Start-up costs
	

	
	Play Paws Haven has to pay a lot of money up front to get its nursery up and running. The £7,500 would be mostly used to find a good place to build a safe and fun place for dogs to live. The price of the buildings and tools needed for teaching, cleaning, and taking care of pets is an example of a changeable cost. The pet care business pays licencing and compliance fees to get the formal licences it needs and to stay in line with government rules (Lloyd, 2017). Play Paws Haven can reach more people through social media, recommendation programmes, and word of mouth by spending money on marketing and promotion. 


[image: image1.emf]150

100

50

50

100

150

150

100

Market research cost 100

2,200 TOTAL  £

Consumables

Licences

Wages/recruitment

Security/health and safety equipment

Training

Rent/rent deposit

Stationery

Association fees


                  * The costs of teaching staff must be paid to make sure that pet care workers are informed and have the right tools to do a great job. As part of a larger plan to make Play Paws Haven a leader in the pet daycare industry and set the company up for future growth and success, the company has made its first investments in infrastructure (Moses, 2015).

	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	


	
	21 Profit and loss forecast

Play Paws Haven uses a profit and loss estimate to guess how well it will do financially over a certain time period. Usually, this estimate shows how much money you expect to make and spend. The expected income comes from things like pet care, cleaning, lodging, staff training, and transporting pets (Ward et al., 2018). These estimates are part of the overall financial plan to help with making decisions and allocating resources. Estimated changeable earnings depend on how much the service costs and how many customers are expected (Koytcheva et al., 2021). Under "Expenses," it might see things like running costs, payments to suppliers, staff salaries, and building fees. 


[image: image2.emf]Year 1 (£) Year 2 (£) Year 3 (£)

Total expected sales 50,000 50,000 50,000

Less variable costs 25,000 30,000 35,000

Gross profit (sales less variable costs) 

= 

25,000 20,000 15,000

Calculate your gross profit margin % 

(gross profit divided by total sales x  

100) (A)

50% 50% 50%

Salaries/wages (survival income + 

any staff

5,000 5,000 5,000

Premises (including rent, rates, 

utilities)

2,000 2,200 2,500

Telephone and broadband 500 550 600

Printing, post and stationery 300 350 400

Advertising and promotion 1,500 1,800 2,000

Bank charges 200 250 300

Professional fees 1,000 1,200 1,500

Insurances 800 900 1,000

Bank/HP/Interest (payable to your 

bank)

500 600 700

Stock 1,200 1,500 1,800

Consumables 400 450 500

Equipment and vehicle leasing 3,000 3,500 4,000

Depreciation 1,500 1,700 2,000

Other (please specify) 500 600 700

Other 400 550 500

Other 300 350 400

Total fixed costs 19,100 21,500 23,900

Net profit (gross profit less fixed cost)

5,900 -1,500 -8,900

Calculate your net profit margin (net 

profit divided by total sales x 100)

0 -3 -18

Calculate your break even Year 1 (£) Year 2 (£) Year 3 (£)

Total variable costs + total fixed costs (B)

44,100 51,500 58,900


It can find the net profit or loss by taking the expected income and subtracting the costs. The profit and loss forecast can help Play Paws Haven better understand its financial position. This leads to better money management and helps the business stay alive in the pet care industry, which is always changing. The company looks at these plans and changes them often to make sure they stay accurate. This gives them a chance to change and improve their processes.


	

	
	
	

	
	
	

	
	
	

	
	
	


	
	
	

	
	22 Sourcing finance
	


	
	Play Paws Haven's business plan rests on getting money to pay for start-up and ongoing costs. To get money, the business could look for scholarships, partners, standard bank loans, fundraising websites, or something else. A detailed budget is necessary because of the £7,500 rent and other costs that change, such as tools, licencing, safety, marketing, and staff training. When the company raises enough money, it can meet both its growth goals and its need for a safety net in case of unexpected costs (Wei et al., 2019). Lenders and investors often just consider the bottom line when deciding whether to fund a new market. But, you want to consider Play Paws Haven's overall situation and the reasons behind the figures before committing to a loan or investment. A comprehensive due diligence research should closely assess expected revenue since terms or estimates that are not realistic might have undesirable effects (Harding, 2017). It's crucial to thoroughly weigh the idea's viability and the organization's commitment to dog welfare before deciding whether to become involved.

£

Start-up cost 

5000

Personal start up contributions

5000

Other start up contributions

3000

Total required

=

13000

The assesses you have available as a security

=

13000


	


	
	23   Managing financial risks (such as, sales are less than forecasted or start-up finance takes three months longer to obtain) 
The risks that you have identified for your financial forecast are:
	

	
	Precautionary and preventive measures have been taken to regulate risk appropriately for the long-term success of a pet care company. Environmental hazards that occur naturally such as recessions in economy, consumer preferences and shifting costs can negatively impact the business (Henry and Treanor, 2015). The objective to minimise the inclination of the individuals during the economic periods uncertainty by carefully examining the budget and tracking on the financial activities (Chen et al., 2016). To moderate unexpected challenges, it is suitable to be prepared with considerable financial resources and insurance coverage. Play Paws Haven stand out in progressing a stability between risk administration and technology that sets it apart from other businesses (Soares et al., 2018). During the time of challenges an obstacle, this assists them keep things running effortlessly. 


	

	
	
	


	
	
	
	
	
	

	
	24 Cash flow forecast (Click on the tabs within the Microsoft Excel sheet to view the second 6 months and summary) 


	

	
	Month 
Sources of Cash Inflows (£)

Cash Outflows (£)

Net Cash Flow (£)

Cumulative Cash Flow (£)

Month 1

10,000 (Sales)

8,000 (Expenses)

2,000

2,000

Month 2

12,000 (Sales)

9,000 (Expenses)

3,000

5,000

Month 3 

15,000 (Sales)

11,000 (Expenses)

4,000

9,000

...

...

...

...

...

Month 4

18,000 (Sales)

14,000 (Expenses)

4,000

13000

Month 5 

15,000 (Sales)

11,000 (Expenses)

4,000

9,000

Month 6

10,000 (Sales)

8,000 (Expenses)

2,000

2,000


	

	
	
	

	
	
	

	
	
	
	
	
	


25 Conclusion. 

If a group wants to be successful, it needs to carefully plan its funds. To make good choices, entrepreneurs need to fully understand all the needs and carefully weigh all the costs, including their own and other people's inputs. As the chart below shows, it's important to have a detailed plan for your money. It has estimated numbers for contributions from people and other sources. The fact that start-up costs and easily accessible assets can be used as security makes the need for smart money management even stronger. Startups need accurate financial estimates to make sure they get the resources they need to succeed. So, if you want to be a successful business and build a strong base for long-term success, you need to have a deep understanding of how money works.
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(An appendix comes at the end (after the reference list) of a report, research project, or dissertation and contains any additional information such as raw data, tables, and supporting information such as screenshots, and additional evidence. The information in the appendices is relevant but is too long or too detailed to include in the main body of your work.)
	Month 
	Sources of Cash Inflows (£)
	Cash Outflows (£)
	Net Cash Flow (£)
	Cumulative Cash Flow (£)

	Month 1
	10,000 (Sales)
	8,000 (Expenses)
	2,000
	2,000

	Month 2
	12,000 (Sales)
	9,000 (Expenses)
	3,000
	5,000

	Month 3 
	15,000 (Sales)
	11,000 (Expenses)
	4,000
	9,000

	...
	...
	...
	...
	...

	Month 4
	18,000 (Sales)
	14,000 (Expenses)
	4,000
	13000

	Month 5 
	15,000 (Sales)
	11,000 (Expenses)
	4,000
	9,000

	Month 6
	10,000 (Sales)
	8,000 (Expenses)
	2,000
	2,000


	Product/service
	Your price(s)
	Range of competitor prices (per unit)

	Pet care services 
	£ 5000
	£ 6000

	Overnight accommodation
	£ 5000
	£ 4000

	Pet grooming products and services 
	£ 6000
	£ 6000

	Employee training
	£ 3,500
	£ 3000

	Pet transport services


	£ 4000
	£ 5000
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START UP COSTS

						£

		IT and computers				0

		Telephones and broadband				0

		Equipment				0

		Stock				250

		Tools				300

		Vehicles				350

		Professional fees				200

		Insurance				150

		Rent/rent deposit				150

		Stationery				100

		Consumables				50

		Licences				50

		Training				100

		Association fees				150

		Wages/recruitment				150

		Security/health and safety equipment				100

		Market research cost				100

		TOTAL  £				2,200
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						Year 1 (£)		Year 2 (£)		Year 3 (£)

				Total expected sales		50,000		50,000		50,000

				Less variable costs		25,000		30,000		35,000

				Gross profit (sales less variable costs) =		25,000		20,000		15,000

				Calculate your gross profit margin % (gross profit divided by total sales x  100) (A)		50%		50%		50%

				Salaries/wages (survival income + any staff		5,000		5,000		5,000

				Premises (including rent, rates, utilities)		2,000		2,200		2,500

				Telephone and broadband		500		550		600

				Printing, post and stationery		300		350		400

				Advertising and promotion		1,500		1,800		2,000

				Bank charges		200		250		300

				Professional fees		1,000		1,200		1,500

				Insurances		800		900		1,000

				Bank/HP/Interest (payable to your bank)		500		600		700

				Stock		1,200		1,500		1,800

				Consumables		400		450		500

				Equipment and vehicle leasing		3,000		3,500		4,000

				Depreciation		1,500		1,700		2,000

				Other (please specify)		500		600		700

				Other		400		550		500

				Other		300		350		400

				Total fixed costs		19,100		21,500		23,900

				Net profit (gross profit less fixed cost)		5,900		-1,500		-8,900

				Calculate your net profit margin (net profit divided by total sales x 100)		0		-3		-18

				Calculate your break even		Year 1 (£)		Year 2 (£)		Year 3 (£)

				Total variable costs + total fixed costs (B)		44,100		51,500		58,900

				Break even (B) divided by (A)		88,200		103,000		117,800
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